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DE  PAUL  UNIVERSITY. 


De  Paul  University  comprises  the  following  departments 

College  of  Arts,  Philosophy,  and  Sciences. 
♦College  of  Commerce. 

College  of  Education. 

College  of  Engineering. 

College  of  Law. 

College  of  Music. 
♦Special  Preparatory  Department. 

Academy  (High  School  for  Boys). 

University  High  School  for  Girls. 


*In  order  that  students  from  all  parts  of  the  city  may  con- 
veniently attend  the  classes,  all  sessions  of  the  College  of  Com- 
merce and  of  the  Special  Preparatory  Department  are  held  in  the 
Tower  Building,  Michigan  Avenue  and  Madison  Street,  Chicago. 
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CALENDAR  FOR  THE  YEAR  1916-1917. 


1916. 

Sept.    21     Thursday   \ 

Sept.    22    Friday    I  Registration  Days. 

Sept.    23     Saturday    ( 

Sept.    25    Monday    ) 

Sept.    26    Tuesday .Autumn  Quarter  Opens. 

Nov.    30    Thursday    Thanksgiving  Day — Holiday. 

Dec.       4    Monday    ) 

to  V    Quarterly  Examinations. 

Dec.       9     Saturday  ) 

Dec.       8    Friday )    Registration  Days. 

Dec.  *    9    Saturday  ) 

Dec.     11     Monday Winter  Quarter  Opens. 

Dec      23     Saturday  I    Christmas  Vacation  Begins  After 

"  )  Classes. 


1917. 

Jan.      3    Wednesday   Classes  Resumed. 

Feb.     12    Monday .Lincoln's  Birthday — Holiday. 

Feb.     22    Thursday   Washington's  Birthday — Holiday. 

March    5     Monday ) 

to  \    Quarterly  Examinations. 

March  10     Saturday ) 

^eMni:X-::::::::::lRegistrationDays- 

March  12    Monday Spring  Quarter  Begins. 

April     4    Wednesday Easter  Vacation  Begins  After  Classes. 

April   10    Tuesday    Classes  Resumed. 

June      4    Monday ) 

to  >   Quarterly  Examinations. 

June      9    Saturday   ) 

June    11     Monday ) 

to.  >•   Commencement  Week. 

June    15    Friday   \ 
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GENERAL  STATEMENT. 

De  Paul  University  College  of  Commerce  was  organized  in  1912  as 
a  regular  department  of  the  University.  It  owes  its  origin  to  the  good 
will  and  encouragement  of  a  number  of  Chicago's  worthiest  and  most 
prominent  citizens. 

THE  AIM  OF  THE  COLLEGE  OF  COMMERCE. 

The  old  apprenticeship  system,  both  in  the  professions  and  the  trades, 
has  nearly  disappeared.  A  few  years  ago  the  young  man  who  was 
going  into  business  learned  the  routine  of  his  calling  by  beginning  as  a 
clerk  in  some  office  or  business  house.  Today  the  young  man  who  aspires 
to  advance  in  business  needs  a  much  broader  education.  The  principles 
which  underlie  business  practice  must  be  systematically  and  carefully 
studied.  Modern  business,  in  its  vastness  and  complexity,  requires  effi- 
cient and  thoroughly  trained  workers  to  cope  with  and  solve  the  problems 
that  daily  arise  in  connection  with  its  administration. 

The  College  of  Commerce  aims  to  equip  its  students  for  success  in 
the  larger,  more  remunerative  and  more  intricate  affairs  of  business,  and 
to  this  end  it  offers  an  advanced  course  of  a  strictly  university  and  pro- 
fessional character.  It  trains  men  and  women  for  business  executives — 
for  leadership  in  their  respective  lines  of  endeavor. 

The  course  furnishes  the  special  preparation  needed  by  candidates  for 
positions  in  the  federal  civic  service,  especially  in  the  Department  of  Com- 
merce and  in  the  consular  and  diplomatic  service. 

LOCATION. 

The  College  of  Commerce  is  located  in  the  Tower  Building,  Michi- 
gan avenue  and  Madison  street.  This  magnificent  fireproof  building  is  in 
an  admirable  location  for  a  college  of  commerce,  being  right  in  the  center 
of  the  business  district.  On  the  other  hand,  it  is  easy  of  access  from  all 
parts  of  the  city. 

UNIVERSITY  BUILDINGS  AND  CAMPUS. 

De  Paul  University  Campus  is  located  in  an  agreeable,  quiet  residence 
neighborhood  on  the  North  Side  of  Chicago.  The  University  Buildings 
and  Campus  occupy  the  entire  block  bounded  by  Webster  and  Belden 
avenues,  Sheffield  avenue  and  Osgood  street. 

THE  COLLEGE  BUILDING  is  a  fireproof  structure  of  Bedford  cut 
stone,  six  stories  in  height,  covering  an  area  of  68  x  180  feet.  It  contains 
the  lecture  halls,  study  rooms,  laboratories,  museums,  etc.,  of  the  Literary 
Departments.  There  is  a  large  gymnasium  on  the  top  floor.  All  the 
lecture  rooms  are  spacious  and  well  lighted.  The  building  is  supplied  with 
an  elevator  and  also  with  the  most  approved  appliances  for  heating, 
lighting  and  ventilation. 

THE  ADMINISTRATION  BUILDING,  1010  Webster  avenue,  oc- 
cupies a  ground  space  of  120x80  feet  and  is  five  stories  in  height.  The 
building  contains  the  public  offices  of  the  University,  library  and  recep- 
tion rooms. 
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THE  LYCEUM,  2231  Sheffield  avenue,  is  a  two-story  building,  110 
feet  in  length  by  55  feet  in  width.  It  contains  thirty  rooms,  all  well 
lighted  and  comfortable.  All  students  of  the  University  are  encouraged 
to  become  members  of  the  Lyceum  Association  and  enjoy  the  advantages 
afforded  by  its  parlors,  reception  and  reading  rooms. 

THE  UNIVERSITY  AUDITORIUM  or  COLLEGE  THEATER, 
with  a  ground  space  of  125  x  113  feet,  and  a  seating  capacity  of  1500,  is 
one  of  the  largest  and  most  beautiful  auditoriums  in  the  city  of  Chicago. 
It  is  a  fireproof  building,  provided  with  twenty  exits  and  wide,  divergent 
aisles.  This  building  is  devoted  to  the  entertainments  and  dramatic  pro- 
ductions given  by  the  students  of  the  University,  graduation  exercises, 
oratorical  contests,  public  lectures  and  debates,  addresses  by  distinguished 
visitors  of  the  University,  assemblies,  etc. 

THE  ATHLETIC  FIELD  is  a  rectangular  field  enclosed  by  a  high 
composition-stone  wall.  It  affords  ample  room  for  regulation  football 
contests,  baseball  and  all  outdoor  athletic  sports.  It  contains  a  large 
grandstand  capable  of  seating  seven  thousand  or  more  spectators. 

THE  UNIVERSITY  GYMNASIUM  is  a  large  hall,  68x180  feet, 
fully  equipped  with  modern  apparatus  for  exercise  and  indoor  games. 
All  students  of  the  University  are  encouraged  to  make  full  use  of  all 
athletic  facilities. 

LIBRARY  FACILITIES. 

In  addition  to  its  own  library,  the  library  of  the  Law  School  is  located 
in  the  same  building  and  open  free  to  students  of  the  College  of  Com- 
merce. The  school  is  only  one  block  distant  from  the  Chicago  Public 
Library  and  two  blocks  distant  from  the  John  Crerar  Library,  to  both 
of  which  students  have  free  access. 

FACULTY. 

The  teaching  staff  of  the  school  is  composed  partly  of  trained  in- 
structors from  the  University,  who  devote  their  entire  time  to  teaching 
and  research,  and  partly  of  successful  men  of  affairs — bankers,  lawyers, 
accountants,  advertising  experts,  merchants  and  manufacturers. 

SPECIAL  ADVANTAGES. 

The  College  of  Commerce  has  many  advantages  by  reason  of  its  loca- 
tion in  a  large  city  having  extensive  commercial  interests.  Commercial 
students  have  here  unsurpassed  opportunities  for  securing  practical  experi- 
ence in  connection  with  the  class-room  instruction. 

To  a  young  man  who  has  been  brought  up  in  the  country,  or  in  a  coun- 
try town,  the  city  is  in  itself  an  education.  Here  he  is  brought  in  contact 
with  a  life  which  is  new  to  him.  His  ideas  of  business  are  enlarged.  He 
sees  undertakings  involving  millions  of  dollars  entered  upon  and  carried 
to  completion  as  common  events  of  everyday  life.  He  finds  people  in 
relations,  social,  political,  commercial,  in  which  he  has  never  before 
thought  of  them.  As  a  result  of  his  new  environment  he  is  daily  accumu- 
lating valuable   information  and   experiences   which   will  lead  him  to  a 
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better  understanding  of  business  and  social  relations,  thereby  broadening 
his  horizon  and  enabling  him  to  comprehend  more  readily  the  larger 
issues  of  human  life  and  endeavor. 

The  climate  of  Chicago  is  favorable  to  intellectual  exertion  all  the 
year  round,  as  the  extreme  heat  of  the  summer  months  is  much  tem- 
pered by  the  breezes  from  Lake  Michigan.  The  student  from  outside  the 
city  spending  his  first  year  here  may  find  frequent  opportunities  for 
delightful  excursions,  visiting  the  different  lake  ports. 

The  city  of  Chicago  is  noted  for  the  number  and  excellence  of  its 
schools  and  colleges  for  professional  education,  and  for  its  extensive  libra- 
ries, art  galleries,  museums,  and  like  institutions  for  popular  recreation 
and  instruction.  This  city  has  become  especially  attractive  as  a  place  for 
student  residence. 

REQUIREMENTS   FOR  ADMISSION. 

Students  may  enter  at  the  beginning  of  any  quarter,  or  the  middle  of 
the  Winter  quarter  (January  29,  1917),  but,  unless  valid  reasons  impede, 
they  should  enter  at  the  opening  of  the  Autumn  term.  They  should  not, 
however,  delay  their  entrance  till  the  day  fixed  for  the  commencement 
of  class-work.  Much  valuable  time  may  be  saved  and  inconvenience 
avoided  by  making  arrangements  one  or  more  weeks  before  the  days  of 
registration. 

The  applicant  must  be  eighteen  years  of  age  and  of  good  moral  char- 
acter.   The  College  of  Commerce  is  open  to  both  men  and  women. 

A  student  entering  as  a  candidate  for  a  degree  must  furnish  satisfac- 
tory credentials  showing  that  the  applicant  is  either  (1)  a  degree  graduate 
of  a  standard  American  college,  or  (2)  a  graduate  of  an  approved  high 
school,  or  (3)  must  pass  a  special  entrance  examination  at  this  Univer- 
sity on  the  subjects  required  to  constitute  the  equivalent  of  a  four  years' 
high  school  course. 

Persons  otherwise  qualified  who  have  not  attained  the  preliminary 
high  school  education  required  may  be  admitted  as  special  students,  not 
candidates  for  a  degree. 

Deficiencies  in  entrance  requirements  may  be  made  up  by  courses 
taken  in  the  Special  Preparatory  Department  of  the  University. 

ADVANCED  STANDING. 

College  graduates  will  be  admitted  to  advanced  standing,  usually 
receiving  credit  for  approximately  one  year's  work. 

Students  desiring  to  be  admitted  to  advanced  standing  must  produce 
certificates  from  other  schools  or  colleges  showing  that  they  have  pursued 
courses  of  study  equivalent  to  those  prescribed  in  the  curriculum  of  this 
College. 

MATRICULATION  AND  REGISTRATION. 

The  applicant  fills  out  in  his  own  handwriting  the  usual  matriculation 
sheet,  giving  full  information  as  to  academic  education,  and  if  seeking  ad- 
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mission  on  diploma  or  certificate  exhibits  the  same  to  the  Dean  of  the 
Faculty. 

The  applicant  should  obtain  the  advice  and  approval  of  the  Dean  as 
to  courses  selected,  and  fill  out  his  course  card  accordingly.  He  will  take 
his  course  card  to  the  Registrar  and  obtain  the  Registrar's  receipt  for  the 
tuition  fees  for  the  quarter.  The  Registrar  thereupon  issues  to  the  stu- 
dent a  class  card  for  each  course  selected,  to  be  delivered  to  the  professor 
in  charge  of  the  class. 

The  professor  in  charge  of  the  class  is  required  to  endorse  upon  the 
class  card  the  grades  obtained  by  the  student  in  that  course.  In  ascertain- 
ing the  student's  standing  in  the  course  the  professor  gives  credit  (1)  for 
attendance  upon  class  exercises,  (2)  the  recitation  and  review  examination 
grade,  and  (3)  the  final  examination  grade,  and  these  three  determine 
the  average  grade  of  the  student  for  that  course. 

The  average  grade  must  not  be  less  than  75  per  cent  on  a  scale  of  100 
to  entitle  the  student  to  credit  for  the  course  toward  a  degree. 

No  credit  will  be  given  for  class  attendance,  nor  will  the  student's 
name  be  enrolled  by  the  professor  in  charge  as  a  member  of  the  class 
until  presentation  of  the  course  card,  signed  by  the  Registrar,  entitling 
the  student  to  attend  the  course. 

SPECIAL  STUDENTS. 

Students  are  classed  as  (1)  Special,  not  candidates  for  a  degree,  and 
(21)  Regular,  admitted  on  examination  or  certificates  as  candidates  for  a 
degree. 

A  Special  student  is  one  who  is  admitted  to  one  or  more  courses 
without  being  required  to  pass  the  entrance  examinations.  He  must, 
however,  satisfy  the  Dean  of  the  Faculty  that  he  possesses  such  academic 
education  or  practical  experience  as  will  enable  him  to  make  profitable  use 
of  the  opportunities  offered  by  the  College.  The  privileges  extended  to 
special  students  are  designed  especially  for  those  who  entered  into  business 
life  before  completing  their  high  school  course,  yet  are  nevertheless  well 
qualified  by  age,  character,  practical  experience  and  mental  habits  to 
undertake  serious  collegiate  study. 

THE  QUARTER  SYSTEM. 

The  University  year  is  divided  into  three  quarters,  designated  as  the 
Autumn,  Winter  and  Spring  Quarters,  of  eleven  or  twelve  weeks  each, 
constituting  the  Regular  Session;  and  a  Summer  Session  or  Summer 
Quarter  ending  near  the  first  of  September,  thus  giving  a  short  recess 
between  the  close  of  the  Summer  School  and  the  beginning  of  the  Regular 
Session,  near  the  middle  of  September.  The  quarters  are  also  divided  into 
halves,  designated  as  first  half  and  second  half.  The  College  is  thus  open 
practically  all  the  year,  and  students  may  enter  at  the  beginning  of  any 
quarter  or  the  middle  of  the  winter  quarter,  and  pursue  their  studies  con- 
tinuously until  graduation  without  repetition  of  former  work.  Three 
quarters  count  as  the  University  year,  and  it  is  possible  to  complete  the 
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full   three-year   course   in    nine    consecutive    quarters,    or   two    and   one- 
fourth  calendar  years. 

COURSES  OF  INSTRUCTION. 

The  classes  are  so  arranged  that  students  may  complete  the  regular 
course  for  the  B.  C.  S.  degree  in  three  years  by  attending  three  evenings 
each  week. 

The  following  program  of  studies  is  suggested  for  those  who  desire 
to  secure  a  thorough  preparation  for  a  business  career : 

First  Year: 

Economics  1,  2  and  3. 

Business  Law  1,  2  and  3. 

English  1  and  2. 

Public  Speaking   (English  4). 

Accounting  1. 

Commercial  Spanish,  German  or  French. 

Second  Year: 

English  3. 

Business  Administration  1,  2  and  3. 
Business  Law  4,  5,  6,  7  and  8. 
Salesmanship  (Business  Administration  5). 
Advertising  (Business  Administration  6). 
Business  Psychology  1  and  2. 
Accounting  2 

or 
Political  Science  1  and  3. 

Third  Year: 

Business  Law  9,  10  and  11. 
Accounting  3  and  4 

or 
Political  Science  2  and  4. 
Business  Administration  4,  7,  8,  9,  10  and  11. 
Commercial  Geography. 
Sociology. 

The  courses  in  all  subjects  are  classified  either  as  majors  (MM.)  or 
as  minors  (M.)  ;  a  major  (MM.)  course  consisting  of  four  hours  class- 
room work  a  week  throughout  one  quarter,  and  a  minor  (M.)  course  of 
two  hours  class-room  work  a  week  throughout  one  quarter.  A  half  minor 
(y2M..)  consists  of  two  hours  a  week  of  class-room  work  for  six  weeks, 
or  one  hour  a  week  for  a  full  quarter.  A  double  minor  (2M.)  consists  of 
two  hours  a  week  of  class-room  work  throughout  two  quarters,  and  a 
triple  minor  (3M.)  of  two  hours  class-room  work  throughout  three 
quarters.  For  example:  M. — Autumn  placed  at  the  end  of  the  descrip- 
tion of  a  course  means  that  course  is  given  two  hours  a  week  throughout 
the  Autumn  quarter;  MM. — Winter  means  four  hours  a  week  throughout 
the  Winter  quarter;  3M. — Autumn,  Winter  and  Spring  means  two  hours 
a  week  throughout  the  three  quarters. 
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DESCRIPTION  OF  COURSES. 

*  Courses  are  required  for  the  B.  C.  S.  Degree. 

ACCOUNTING. 

Public  Accounting  is  rapidly  becoming  one  of  the  leading  professions. 
It  is  the  only  profession  which  is  not  overcrowded.  The  leading  banks 
require  statements  by  certified  public  accountants  at  regular  periods  from 
the  clients  to  whom  they  are  loaning  money.  This  fact  in  itself  opens  a 
wide  field  to  the  public  accountant.  The  work  is  interesting,  bringing  the 
accountant  in  touch  with  men  of  affairs  and  transactions  involving  im- 
mense sums  of  money,  and  the  compensation  is  liberal.  Unlike  other 
professions,  there  is  no  period  of  starvation.  As  soon  as  a  man  becomes 
a  public  accountant,  he  is  able  to  command  a  good  income. 

During  the  past  fifteen  or  twenty  years  many  states  of  the  Union, 
recognizing  the  necessity  of  accountants  well  trained  in  the  financial 
and  economic  problems  that  confront  the  business  man  of  today,  have 
passed  laws  conferring  the  degree  of  "Certified  Public  Accountant"  on 
those  who  have  fitted  themselves  for  and  successfully  passed  the  examina- 
tions prescribed  and  given  under  the  authority  of  various  state  universi- 
ties or  boards. 

The  courses  in  Accountancy  and  Business  Law  are  so  arranged  as  to 
thoroughly  prepare  the  student  for  the  state  examinations  for  the  degree 
of  Certified  Public  Accountant. 

Bookkeeping. — This  course  prepares  students  for  admission  to 
Accounting  1,  and  is  designed  to  meet  the  needs  of  those  who  have  some 
knowledge  of  bookkeeping  as  well  as  beginners.  The  work  is  confined 
strictly  to  bookkeeping. 

Thorough  training  is  given  in  the  classification  of  accounts;  the  form 
and  use  of  the  journal,  sales  book,  purchase  book,  cash  book,  single  and 
double  entry;  statements  and  balance  sheets;  subordinate  accounts  and 
auxiliary  ledgers;  and  the  composition  and  function  of  business  and  legal 
forms.  Students  are  required  to  write  up  several  sets  to  illustrate  their 
peculiar  use  in  various  lines  of  business. 

The  instruction  is  largely  individual,  thus  making  it  possible  for  a 
student  to  advance  in  proportion  to  the  time  he  is  willing  to  devote  to 
preparation  of  the  work.  The  average  student  can  complete  the  course  in 
eighteen  weeks.  A  student  who  enters  at  the  beginning  of  the  Autumn 
quarter  should  be  prepared  to  enter  Accounting  1  at  the  beginning  of  the 
second  half  of  the  Winter  quarter  (January  29,  1917).  He  may  then  take 
Accounting  1  two  nights  a  week  and  complete  it  by  June. 

No  college  credit  will  be  given  for  this  course. 

Autumn,  and  Winter,  first  half;  repeated  Winter,  second  half,  and 
Spring;  Monday,  6:00  to  8:00. 

*1.  Principles  of  Accounting. — (Required  of  all  candidates  for  a 
degree). — The  aim  of  this  course  is  to  give  the  student  a  thorough  foun- 
dation in  the  fundamental  principles  of  accounting.  The  work  consists  of 
class-room  practice  with  model  sets — the  same  as  are  used  in  actual 
business. 
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The  course  has  been  prepared  to  illustrate  the  evolution  of  the  holding 
company  by  means  of  the  legal  types  of  organization  preceding  it,  namely, 
sole  proprietorship,  co-partnership  and  corporation.  The  books  begin 
with  single  entry,  but  are  changed  quickly  to  double  entry.  They  are  first 
run  on  a  cash  basis,  but  are  soon  changed  to  an  accrual  basis.  The  sole 
proprietor  engages  first  in  a  simple  retail  business,  which  is  gradually  ex- 
panded into  one  of  the  departmental  type.  This  is  followed  by  manufac- 
turing and  wholesaling.  A  general  and  a  special  partner  are  taken  in. 
One  partner  dies.  The  business  is  incorporated.  Among  the  corporate 
transactions  there  is  a  bond  issue  with  a  sinking  fund  provision;  a  retail 
store  run  as  a  separate  department;  a  merger;  the  failure  of  an  allied 
company,  etc.  Consolidation  is  eventually  effected  and  a  holding  com- 
pany is  organized  to  take  over  the  several  underlying  companies.  The 
transactions  of  the  holding  company  are  carried  on  for  a  time  in  order 
to  bring  out  the  exact  relation  of  the  parent  company  to  the  subsidiaries. 

The  work  of  keeping  the  books  is  only  incidental  to  the  preparation 
and  study  of  the  financial  statements,  which  embrace  detailed,  general  and 
consolidated  balance  sheets,  profit  and  loss  accounts,  statements  of  income 
and  profit  and  loss,  statements  of  cash  receipts  and  disbursements,  state- 
ments of  affairs  and  deficiency  accounts  and  statements  of  realization  and 
liquidation,  etc. 

This  course  presupposes  a  knowledge  of  bookkeeping.  Students  who 
have  completed  a  course  in  a  first-class  high  school  or  business  college  or 
who  have  had  two  or  more  years  of  actual  bookkeeping  experience 
will  be  allowed  to  take  the  entrance  examination  in  bookkeeping.  All 
other  students  will  be  required  to  take  the  course  in  bookkeeping  as  a 
prerequisite  for  admission  to  this  course. 

Section  A,  3M. — Autumn,  Winter  and  Spring;  Friday,  6:15  to  8:15. 
Section  B,  V/2MM. — Winter,  second  half,  and  Spring;  Wednesday  and 
Saturday,  6:15  to  8:15. 

2.  Accounting  Practice. — (For  students  preparing  for  C.  P.  A. 
Examination.) 

Problems  in  Practical  Accounting  and  questions  on  the  theory  of 
Accounts  and  Auditing  are  given  in  this  course  for  home  study.  These 
problems  and  questions  are  given  from  state  examination  papers  and 
other  sources  and  from  a  series  of  lectures  to  be  given  in  the  class-room. 

These  problems  and  lectures  will  deal  with: 

Realization  and  liquidation  accounts;  statement  of  affairs  and  defi- 
ciency account;  current,  fixed  and  contingent  assets  and  liabilities;  cus- 
tomers' and  creditors'  accounts ;  inventories  and  their  valuation,  land, 
buildings,  machinery,  equipment,  interest  and  discount  during  development 
period;  reserves  for  depreciation  and  bad  debts  and  various  theories  in 
regard  thereto;  profits,  surplus  and  dividend;  accounts  of  executors  and 
trustees;  mergers  and  consolidations.  3M. — Autumn,  Winter  and  Spring; 
Thursday,  6:15  to  8;  15. 

3.  Advanced  Accounting  Practice. — (For  students  preparing  for 
C.  P.  A.  Examination.) 
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This  course  is  a  continuation  of  Accounting  2,  and  also  deals  with 
Banks,  Insurance  Companies,  Stock  Exchange  and  Board  of  Trade,  Public 
Service  Companies,  Income  Tax,  etc.  3M. — Autumn,  Winter  and  Spring; 
Thursday,  6:15  to  8:15. 

4.  C.  P.  A.  Quiz. — The  object  of  this  course  is  to  prepare  advanced 
students  for  the  Certified  Public  Accountants  examination  to  be  held  in 
May,  1917.  Questions  given  in  former  C.  P.  A.  examinations  of  different 
states  are  thoroughly  analyzed  and  discussed.  Special  attention  is  given 
to  practical  accounting  problems,  auditing  and  theory  of  accounts.  3M. — 
Autumn,  Winter  and  Spring;  Tuesday,  6:15  to  8:15. 

BUSINESS  LAW. 

Persons  engaged  in  mercantile  pursuits  will  find  it  advantageous  to 
take  up  those  studies  which  are  most  closely  related  to  their  work,  as 
Contracts,  Agency,  Partnerships,  Sales,  Corporations  and  Commercial 
Paper.  Some  knowledge  of  these  subjects  is  indispensable  to  business 
men  of  this  generation.  The  course  in  Business  Law  is  invaluable  as  a 
means  of  general  culture  and  as  a  special  preparation  for  leadership  in , 
public  life,  or  for  business,  educational  or  literary  pursuits. 

The  schedule  is  so  arranged  that  a  student  may  complete  the  entire 
Business  Law  Course  in  one  year. 

A  Diploma  of  Graduation  in  Business  Law  will  be  awarded  to  those 
who  satisfactorily  complete  this  course. 

*1.  Contracts. — General  rules  of  contractual  relations;  essentials 
of  a  contract;  parties  to  a  contract;  kinds  of  consideration;  necessity  of 
consideration;  illegal  and  void  contracts;  fraudulent  and  voidable  con- 
tracts ;  oral  and  written  contracts ;  statute  of  frauds ;  termination  of  con- 
tracts ;  performance  of  contracts ;  breach  of  contract  and  damages.  M. — 
Autumn;  Tuesday,  8:15  to  10:15. 

*2.  Agency. — Dependence  on  contract;  who  may  be  agents;  who 
may  be  principals;  methods  of  appointment  of  agents — by  express  con- 
tract, by  ratification,  by  estoppel;  rights  and  duties  of  principals;  rights 
and  duties  of  agents ;  rights  and  duties  of  those  dealing  with  agents ; 
termination  of  contract  of  agency.    M. — Winter;  Tuesday,  8:15  to  10:15. 

*3.  Commercial  Paper. — A  full  treatment  of  the  law  relative  to 
bills  of  exchange,  promissory  notes,  checks,  certificates  of  deposit,  nego- 
tiable receipts,  etc.;  meaning  and  requisites  of  negotiability;  acceptance 
and  indorsement;  contract  of  acceptor;  contract  of  indorser;  rights  and 
liabilities  of  the  original  parties  to  the  instruments,  and  of  those  persons 
to  whom  they  are  transferred;  consideration;  defenses  commonly  inter- 
posed; presentment — for  acceptance,  for  payment;  protest  and  notice  of 
dishonor;  extinguishment  of  the  instrument.  M. — Spring;  Tuesday,  8:15 
to  10:15. 

*4.  Property. — This  course  covers  all  phases  of  ownership  and 
transfer  of  both  real  and  personal  property  of  importance  to  the  business 
man.  It  includes  kinds  of  property;  distinctions  between  real  and  per- 
sonal property;  effect  of  these  distinctions  on  the  transfer  of  property; 
who  may  hold  property ;  who  may  transfer  property ;  methods  of  acquiring 
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and  transferring  property ;  mortgages  and  deeds.    M. — Autumn;  Tuesday, 
6:15  to  8:15. 

5.  Sales. — This  subject  treats  of  the  contract  of  sale;  the  contract 
to  sell;  the  price;  conditions  and  warranties;  sale  by  sample;  transfer  of 
title ;  rights  of  seller  against  the  goods ;  stoppage  in  transitu;  remedies  of 
the  seller;  remedies  of  the  buyer.  y2M. — Winter,  first  half;  Tuesday, 
6:15  to  8:15. 

6.  Bailments  and  Carriers. — Classification  of  bailments;  deposit; 
loan;  pledge;  hiring  for  personal  use;  hiring  for  labor  or  service;  the 
bailor's  interest;  the  bailee's  interest;  rights  and  duties  of  innkeepers; 
rights  and  duties  of  common  carriers — of  persons,  of  property;  responsi- 
bility as  affected  by  special  contract;  state  and  federal  regulation  of  car- 
riers; termination  of  the  relation;  connecting  carriers;  rights  and  duties 
of  passengers;  transportation  of  baggage;  interstate  commerce.  j^M. — 
Winter,  second  half;  Tuesday,  6:15  to  8:15. 

7.  Suretyship  and  Guaranty. — The  making  of  the  contract  of  sure- 
tyship; suretyship  distinguished  from  guaranty;  effect  of  Statute  of 
Frauds;  who  can  be  sureties;  rights  and  duties  of  surety  toward  creditor, 
toward  principal;  rights  and  duties  of  principal  toward  creditor,  toward 
his  surety;  rights  and  duties  of  creditor,  toward  debtor,  toward  surety; 
changes  in  the  contract;  defenses  of  surety;  termination  of  contract.  YzM. 
— Spring,  first  half;  Tuesday,  6:15  to  8:15. 

8.  Insurance. — Historical  introduction;  contract,  its  nature,  requi- 
sites and  incidents ;  the  insurer ;  insurable  interests ;  agents ;  forfeiture  and 
avoidance ;  liability  of  the  insured ;  beneficiaries ;  warranties ;  waiver ;  as- 
signment ;  life  insurance ;  fire  insurance ;  accident  insurance ;  fidelity  and 
guaranty  insurance;  employers'  liability  insurance;  marine  insurance;  title 
insurance.     j4M. — Spring,  second  half;  Tuesday,  6:15  to  8:15. 

*9.  Partnerships. — Contract  of  partnership;  necessity  of  contract; 
sharing  of  profits  and  losses ;  kinds  of  partnerships ;  rights  of  partners  inter 
se;  rights  of  creditors  against  firm — against  individual  partners;  classes 
of  partners;  accounting;  dissolution  of  partnerships;  division  of  assets. 
M. — Autumn;  Thursday,  8:15  to  10:15. 

*10.  Corporations. — Compared  with  partnerships;  advantages  and 
disadvantages  of  the  corporate  form  of  organization;  how  to  organize  a 
corporation ;  duties  of  officers  and  directors ;  rights  of  stockholders ;  kinds 
of  stock;  methods  of  transfer  of  stock;  liabilities  of  stockholders;  ultra 
vires  acts;  rights  and  duties  of  foreign  corporations;  regulation  of  cor- 
porations; trusts  and  monopolies;  dissolution.  Special  attention  is  given 
throughout  this  course  to  banking  corporations.  M. — Winter;  Thursday, 
8:15  to  10:15. 

11.  Debtor  and  Creditor — Bankruptcy. — Right  of  creditor  against 
debtor  and  debtor's  property;  forms  of  indebtedness;  methods  of  enforc- 
ing claims;  discharge  of  indebtedness;  compositions  with  creditors;  bank- 
ruptcy ;  Federal  Bankruptcy  Act ;  who  may  become  bankrupts ;  exemptions ; 
duties  of  bankrupts;  offenses  against  the  bankruptcy  law;  duties  of  trus- 
tees and  referees;  creditors'  meetings;  proof  and  allowance  of  claims; 
preferred  creditors;  discharge.    M. — Spring;  Thursday,  8:15  to  10:15. 
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Those  desiring  more  extended  and  professional  courses  in  legal  sub- 
jects can  obtain  them  through  the  regular  College  of  Law  of  the  Uni- 
versity. 

ECONOMICS. 

*1.  Introductory — This  course  begins  with  a  discussion  of  human 
wants  and  desires  and  discusses  the  means  which  society  has  developed 
for  the  satisfaction  of  those  wants.  It  includes  the  following  topics :  land ; 
labor;  capital;  the  division  of  labor  and  specialization;  the  development 
of  large-scale  enterprise;  the  various  forms  of  industrial  organization; 
partnerships,  corporations,  etc. ;  transportation ;  and  combinations  and 
trusts.      M. — Autumn;  Tuesday,  6:15  to  8:15. 

*2.  (a)  Value  and  Exchange. — This  course  discusses  the  causes 
underlying  the  prices  at  which  commodities  sell  in  society,  and  the  laws 
governing  the  exchange  values  of  goods.  It  includes  the  discussion  of 
demand  and  supply;  constant  and  varying  costs  of  production;  and  the 
problem  of  monopoly  prices. 

(b)  Money  and  Banking. — This  is  a  discussion  of  the  relation  of 
money  to  the  whole  system  of  production  and  the  exchange  of  goods, 
and  the  part  that  banking  plays  in  the  economic  processes.  The  banking 
discussion  will  be  devoted  to  the  practical  operations  of  banks  and  the 
way  in  which  they  aid  the  business  world.  Financial  panics,  crises,  and 
depressions  will  also  be  considered. 

(c)  International  Trade  and  the  Tariff  Question. — This  section 
discusses  the  means  by  which  international  payments  are  effected  through 
the  medium  of  the  foreign  exchanges,  and  includes  a  discussion  of  the 
balance  of  trade,  the  principles  underlying  international  commerce,  and 
the  question  of  protection  versus  free  trade.  Prerequisite:  Course  1  or 
its  equivalent.    M. — Winter;  Tuesday,  6:15  to  8:15. 

*3.  (a)  The  Distribution  of  Wealth. — The  discussion  here  centers 
around  the  division  of  the  products  of  industry  among  the  factors  or 
agencies  which  have  produced  the  national  wealth,  viz.,  the  interest  that 
goes  to  capital;  the  rent  that  goes  to  land;  the  wages  which  go  to  labor; 
and  the  profits  which  go  to  the  industrial  managers. 

(b)  Problems  of  Social  Reform. — This  discussion  will  cover  the 
following  subjects:  trade-unions  and  labor  legislation;  cooperative  agen- 
cies for  industrial  peace,  such  as  cooperative  producers'  and  consumers' 
associations;  profit  sharing;  taxation,  with  special  reference  to  inheritance 
taxes  and  the  single  tax ;  and,  finally,  socialism.  Prerequisite :  Course  2. 
M. — Spring;  Tuesday,  6:15  to  8:15. 

BUSINESS  ADMINISTRATION. 

*1.  Business  Organization. — This  course  gives  a  general  historical 
survey  of  the  development  of  the  various  forms  of  industrial  and  com- 
mercial organization,  and  includes  a  discussion  of  the  following  topics : 
partnerships;  corporations;  internal  organization  of  business,  problems 
of  finance,  problems  of  management,  relations  between  employers  and 
employes,  the  various  types  of  industrial  and  commercial  businesses,  boards 
of  trade  and  the  stock  exchange.    M. — Autumn;  Tuesday,  8:15  to  10:15. 
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*2.  Money  and  Banking  I. — 

(a)  The  origin  and  development  of  the  various  forms  of  money  now 
in  use,  together  with  a  discussion  of  the  paper  money  and  bi-metallic 
controversies  in  the  United  States ;  and  the  use  of  paper  money  as  a  means 
of  financing  wars. 

(b)  The  analysis  of  credit  in  its  various  forms;  public;  corporation; 
mercantile;  personal;  and  banking.  Also  an  analysis  of  the  work  of  na- 
tional and  state  banks.    M. — Winter;  Tuesday,  8:15  to  10:15. 

*3.  Money  and  Banking  II. — 

(a)  A  discussion  of  the  relations  that  exist  between  banks,  including: 
clearing  houses;  borrowing  between  banks;  the  problems  of  seasonal  strin- 
gency; and  commercial  crises  and  panics. 

(b)  The  governmental  regulation  of  banking  that  has  been  devel- 
oped in  this  country,  including  the  National  Bank  Act  of  1863  and  the 
Federal  Reserve  System  of  1913. 

(c)  The  work  of  savings  banks,  bond  houses,  and  the  various  types 
of  cooperative  banking  agencies. 

(d)  The  interrelations  of  the  various  forms  of  financial  operations, 
including  the  problem  of  concentration  and  control,  or  the  money  trust. 
M. — Spring;  Tuesday,  8:15  to  10:15. 

4. — Banking  Practice. — This  course  is  a  discussion  of  the  actual 
conduct  of  a  bank,  with  particular  emphasis  on  the  problems  of  manage- 
ment in  connection  with  the  organization  of  a  bank;  the  granting  of  loans 
on  commercial  paper  and  investigating  a  borrower's  financial  and  moral 
responsibility  before  granting  a  loan.    M. — Spring;  Saturday,  4  to  6. 

*5.  Salesmanship. — Personal  qualifications,  appearance,  tact,  ad- 
dress, personal  magnetism;  importance  of  a  thorough  knowledge  of  the 
goods  to  be  sold  and  of  competitors'  goods;  studying  the  customer  and 
his  needs;  the  approach;  the  demonstration;  effectiveness  in  presenting 
arguments;  closing  the  sale;  developing  new  trade;  written  salesmanship; 
catalogues,  personal  letters ;  follow-up  letters ;  selling  campaigns ;  new  and 
practical  selling  plans.  V/zM. — Autumn,  and  Winter,  first  half;  Friday, 
6:15  to  8:15. 

6.  Advertising. — Acquiring  a  knowledge  of  the  goods  to  be  adver- 
tised ;  class  of  people  to  whom  appeal  should  be  made ;  reaching  the  desired 
customer;  relative  value  of  different  media;  display  advertisements  and 
reading  notices;  circulars,  catalogues,  signs  and  posters;  newspaper  and 
magazine  advertising ;  advertising  agencies ;  the  ethics  of  advertising. 
iy2M. — Winter,  second  half,  and  Spring;  Friday,  6:15  to  8:15. 

7.  Investments. — The  study  of  the  various  fields  of  investment, 
including  railway,  public  utility,  and  industrial  securities,  and  the  bonds  of 
governments  and  municipalities;  the  various  forms  of  stocks  and  bonds; 
the  elements  of  security;  and  the  risk  involved  in  the  various  types  of 
investments.    M. — Winter;  Monday,  6:15  to  8:15. 

8.  Mercantile  Credit  Management.— A  study  of  the  methods  by 
which  manufacturers,  wholesalers,  and  retailers  extend  credit  to  their 
customers.    This  includes  an  analysis  of  the  financial  statement;  the  part 
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played  by  credit  bureaus;  correspondence  and  personal  interviews,  etc.  It 
also  covers  the  problem  of  collections.  M. — Winter;  Monday,  8:15  to 
10:15. 

9.  Transportation. — This  course  covers  the  development  of  rail- 
ways in  the  United  States ;  problems  of  organization  and  finance,  construc- 
tion and  equipment;  and  the  problem  of  rate-making.  M. — Winter;  Sat- 
urday, 4  to  6. 

10.  Scientific  Management. — A  study  of  the  principles  of  industrial 
and  commercial  organization  as  they  have  been  developed  by  the  scien- 
tific management  experts.    M. — Winter;  Saturday,  6  to  8. 

11.  Insurance. — A  study  of 

(a)  Life  insurance;  the  kinds  of  companies,  their  organization  and 
operation;  the  kinds  of  policies  and  the  calculation  of  premiums;  insur- 
ance investments  and  dividends. 

(b)  Property  insurance;  the  companies  and  their  methods  of  opera- 
tion; the  determination  of  rates;  policy  conditions;  and  the  work  of  in- 
spection bureaus. 

(c)  The  problems  of  buying  and  selling  insurance.  M. — Spring;  Sat- 
urday, 4  to  6. 

BUSINESS  PSYCHOLOGY. 

1.  introductory  Psychology. — The  general  introduction  to  the 
field  of  psychology.  Such  factors  as  the  following  are  considered :  Nature 
of  perception  and  attention ;  instinct ;  habit ;  laws  of  association ;  memory ; 
feeling;  suggestion;  reason  and  desire;  will  and  character.  2M. — Autumn 
and  Winter;  Thursday,  8:15  to  10:15. 

2.  Psychology  of  Business  Procedure. — A  study  of  business  prob- 
lems from  the  psychological  point  of  view.  Such  factors  as  the  following 
are  considered:  Advertising  and  selling;  organization  and  handling  of 
employes;  vocational  adjustment.  Prerequisite:  Course  1  or  its  equiva- 
lent.   M.— Spring;  Thursday,  8:15  to  10:15. 

SOCIOLOGY. 

1.  General. — Fundamental  principles;  heredity  and  environment; 
the  practical  activities  of  society;  racial  and  economic  factors  in  social 
progress;  cooperation;  public  opinion;  the  character  and  efficiency  of  or- 
ganization; social  progress;  race  problems;  the  city  problem;  poverty; 
criminology;  the  elimination  of  social  evils.  MM. — Autumn;  Tuesday  and 
Thursday;  8:15  to  10:15. 

COMMERCIAL  GEOGRAPHY. 

1.  Economic  and  Commercial  Geography. — The  geography  of  pro- 
duction. The  factors  influencing  the  production  of  commodities  of  com- 
merce, such  as  mountain  ranges,  rivers,  lakes  and  other  bodies  of  water, 
climate  and  soils.  The  product  of  farm  and  range,  mines  and  quar- 
ries, forests,  etc.  Commercial  and  industrial  activities  of  man  as  influenced 
by  his  environment.    M. — Autumn;  Saturday,  6  to  8. 
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POLITICAL  SCIENCE. 

1.  Constitutional  Law. — This  course  embraces  a  full  and  complete 
survey  of  the  origin  and  development  of  the  principles  and  institutions 
that  form  the  American  government;  the  rise  of  the  colonial  institutions; 
the  Declaration  of  Independence;  the  period  of  the  Articles  of  Confed- 
eration; the  formation  of  the  Federal  Constitution;  the  relation  between 
the  federal  government  and  the  states ;  the  interpretation  of  the  powers  of 
the  various  departments  of  the  federal  government  and  their  relation  to 
each  other.    MM. — Autumn;  Wednesday  and  Friday,  8:15  to  10:15. 

2.  Public  Service  Companies. — Nature  and  extent  of  public  serv- 
ice; obligation  of  public  duty;  regulation  of  the  service;  determination 
of  reasonable  rates;  prohibition  of  unjust  rates;  the  Public  Utilities  Com- 
mission of  Illinois  and  the  Interstate  Commerce  Commission.  MM. — 
Autumn;  Tuesday  and  Thursday,  6:15  to  8:15. 

3.  Administrative  Law  and  Public  Officers.— Nature,  scope  and 
classification  of  administrative  laws;  theories  of  administration;  nature 
of  administrative  functions;  distribution  of  functions;  federal  and  state 
officers;  delegation  by  legislature  of  administrative  functions;  judicial 
review  of  administrative  acts;  judicial  control  of  executive  acts;  impeach- 
ment; civil  responsibility  of  public  functionaries;  hearings  before  adminis- 
trative bodies.    2M. — Winter  and  Spring;  Thursday,  6:15  to  8:15. 

4.  Municipal  Corporations. — Legal  status  of  public  corporations; 
creation,  alteration  and  dissolution;  powers  and  functions;  limitations 
upon  municipal  bodies;  municipal  expenses;  fiscal  management;  securities 
and  taxation;  contractual  liability;  liability  for  torts;  rights  and  remedies 
of  creditors.    M. — Spring;  Monday,  6:15  to  8:15. 

ENGLISH. 

Preparatory  English. — This  course  is  intended  to  meet  the  needs 
of  students  who  have  been  out  of  school  for  a  long  time  and  have  forgot- 
ten the  fundamental  rules  of  grammar  and  rhetoric;  also  for  those  who 
have  not  completed  high  school  English.  During  the  autumn  quarter  and 
the  first  half  of  the  winter  quarter  a  rapid  but  thorough  review  of  the 
essential  elements  of  English  grammar  is  given.  The  second  half  of  the 
winter  quarter  and  the  entire  spring  quarter  are  devoted  to  the  study  of 
the  principles  of  rhetoric  and  composition  of  high  school  grade.  This 
includes  punctuation,  simple  sentence  structure,  paragraphing,  etc.  The 
work  is  made  as  practical  as  possible.  Students  who  have  a  thorough 
knowledge  of  English  grammar  may  enter  this  class  at  the  beginning  of 
the  second  half  of  the  winter  quarter  (January  29,  1917).  No  college 
credit  is  given  for  this  course.  Autumn,  Winter  and  Spring;  Saturday, 
6  to  8. 

*1.  Business  English. — The  main  object  of  this  course  is  to  drill 
students  in  the  use  of  correct  and  forceful  English  for  business  purposes. 
The  autumn  quarter  is  devoted  to  the  study  of  the  principles  of  rhetoric 
and  composition.  Weekly  compositions  are  required  of  all  students.  A 
number  of  these  are  read  and  discussed  in  the  class-room.  A  great  deal 
of  practice  is  given  during  the  winter  quarter  in  the  actual  work  of  com- 
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position  in  the  forms  of  business  letters,  circulars,  advertisements,  re- 
ports, arguments  and  various  other  articles  that  attempt  to  influence  and 
direct  action.  This  course  is  strictly  collegiate  in  grade  and  presupposes 
the  usual  high  school  English  courses.  Students  may  enter  at  the  begin- 
ning of  either  the  autumn  or  winter  quarter.  To  secure  the  best  results, 
however,  the  student  should  enter  at  the  beginning  of  the  autumn  quarter. 
2M. — Autumn  and  Winter;  Thursday,  6:15  to  8:15. 

*2.  Advanced  Business  Correspondence  I. — This  course  offers 
practical  training  in  business  correspondence,  including  all  the  common 
types  of  individual  letters.  Models  supplied  by  the  business  world  are 
studied  carefully,  and  full  practice  work  is  required.  Students  are  en- 
couraged to  take  up  real  problems  and  to  prepare  copy  for  actual  use. 
The  course  is  strictly  collegiate  in  grade,  and  presupposes  the  ability  to 
write  English  which  is  correct  and  generally  effective.  Prerequisite : 
Course  1  or  its  equivalent.    M. — Spring;  Thursday,  6:15  to  8:15. 

3.  Advanced  Business  Correspondence  II. — A  continuation  of 
Course  2.  This  course  deals  with  form  letters,  follow-up  letters,  inserts, 
etc.    Prerequisite:  Course  2.    M. — Autumn;  Thursday,  6:15  to  8:15. 

*4.  Public  Speaking. — Actual  Practice  is  given  in  the  delivery  of 
both  extemporaneous  and  prepared  speeches.  Every  student  is  required  to 
give  a  short  talk  before  the  class  at  each  session.  Attention  is  given 
to  the  argument,  the  after-dinner  speech,  the  practical  business  talk,  the 
address.  The  subject  matter,  as  well  as  the  delivery  of  the  speech,  is 
considered.  The  student  is  taught  to  "think  on  his  feet."  Each  student  is 
instructed  and  criticised  according  to  his  individual  needs;  consequently 
students  may  enter  this  class  at  the  beginning  of  any  quarter.  3M.  or 
3MM. — Autumn,  Winter  and  Spring  (or  M.  or  MM.  any  quarter);  Sec- 
tion A — Thursday,  8:15  to  10:15;  Sections  B  and  C — Friday,  8:15  to 
10:15.  There  is  also  a  section  (D)  of  this  class  conducted  on  Friday  morn- 
ing, 9  to  11.    Enrollment  limited  to  thirty-five  in  each  section. 

COMMERCIAL  LANGUAGES. 

Commercial  Spanish. — This  course  is  of  particular  value  owing 
to  the  constantly  increasing  volume  of  trade  between  the  United  States 
and  the  South  American  Republics.  Large  jobbers  and  manufacturers  re- 
quire secretaries,  stenographers  and  salesmen  who  are  capable  of  handling 
Spanish  correspondence  and  business.  Thorough  training  is  given  in  gram- 
mar, composition,  and  pronunciation.  Special  attention  is  given  to  the 
technical  vocabulary  of  trade,  and  to  Spanish  forms  of  commercial  corre- 
spondence. 3M. — Autumn,  Winter  and  Spring ;  Section  A,  Friday,  8:15  to 
10:15;  Section  B,  Wednesday,  6:15  to  8:15. 

Commercial  German. — The  object  of  this  course  is  to  give  the 
student  a  practical  knowledge  of  German  for  business  purposes.  The 
fundamentals  of  grammar  are  taught,  after  which  there  is  constant  drill 
in  translating,  writing,  and  speaking  German.  Special  attention  is  given 
to  writing  business  letters,  advertisements,  etc.,  in  German.  3M. — Autumn, 
Winter  and  Spring;  Wednesday,  8:15  to  10:15. 
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Commercial  French. — This  course  is  designed  for  those  who  de- 
sire a  practical  knowledge  of  modern  French  for  business  purposes.  Thor- 
ough training  is  given  in  grammar,  composition  and  pronunciation.  Busi- 
ness correspondence  in  French  is  an  important  feature  of  the  course. 
2M. — Winter  and  Spring;  Saturday,  4  to  6. 

TUITION  FEES  AND  CHARGES. 

All  fees  are  due  and  payable  in  advance. 

1.  A  matriculation  fee  of  $5.00  is  paid  by  every  student  entering  the 
University  for  the  first  time. 

2.  The  annual  tuition  fee  in  the  Regular  Course  for  a  degree  (six 
minors  in  each  quarter)  is  $105.00,  payable  in  three  installments  of  $35.00 
each,  at  the  beginning  of  each  quarter.  A  discount  of  $10.00  is  allowed 
to  those  who  pay  the  tuition  for  the  entire  year  before  October  1st. 
Arrangements  may  also  be  made  to  pay  the  tuition  in  nine  monthly  install- 
ments of  $12.00  each. 

3.  For  special  students  the  tuition  fee  is  $12.00  per  quarter  for  each 
major  (MM.)  course,  and  $6.00  per  quarter  for  each  minor  (M.)  course, 
excepting  the  courses  in  Accountancy,  for  which  the  tuition  fee  is  $20.00 
per  quarter  for  each  major  (MM.)  course,  and  $10.00  per  quarter  for  each 
minor  (M.)  course. 

4.  No  reduction  in  tuition  will  be  made  for  late  entrance  or  non- 
attendance. 

5.  No  fees  will  be  refunded,  but  students  who  are  prevented  from 
attending  their  classes  by  reason  of  illness  or  other  good  cause  may  attend 
the  same  courses  in  any  subsequent  quarters  without  charge. 

6.  The  fee  for  a  Special  Examination  in  a  major  course  is  $3.00; 
in  a  minor  course,  $2.00. 

7.  A  fee  of  $1.00  is  charged  for  each  change  of  registration. 

8.  A  graduation  fee  of  $10.00  is  charged  by  the  University  to  all 
receiving  a  degree. 

9.  A  fee  of  $5.00  is  charged  to  all  receiving  a  diploma  of  graduation 
in  business  law. 

The  University  reserves  at  all  times  the  right  to  withdraw  any  course 
in  which  less  than  fifteen  students  are  enrolled. 

DEGREES  AND  CERTIFICATES. 

The  regular  courses  of  instruction  lead  to  the  degree  of  Bachelor  of 
Commercial  Science. 

Certificates  will  be  issued  to  special  students  who  have  satisfactorily 
completed  one  or  more  courses. 

No  certificate  of  any  kind  will  be  issued  to  a  student  who  is  in  arrears 
for  tuition  fees  or  other  charges. 
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REQUIREMENTS  FOR  THE  DEGREE. 
Bachelor  of  Commercial  Science  (B.  C.  S.). 

1.  The  candidate  must  be  a  graduate  of  an  approved  college  or  high 
school,  or  have  passed  a  satisfactory  examination  upon  the  academic 
requirements  for  entrance  to  the  University. 

2.  At  the  time  of  receiving  the  degree,  a  student  must  have  attained 
the  age  of  twenty-one  years. 

3.  The  candidate  must  have  obtained  credit  on  the  books  of  the 
Registrar  of  the  College  equivalent  to  fifty-four  minors  (three  years' 
work),  and  have  attained  a  grade  in  each  course  of  75  on  a  scale  of  100, 
and  an  average  grade  on  all  work  done  of  85  on  a  scale  of  100.  He  must 
also  have  had  at  least  three  years  of  experience  in  business  at  the  time 
of  receiving  the  degree. 

4.  Every  candidate  for  the  degree  must  have  completed  one  year 
in  this  College. 

5.  The  candidate  who  does  not  take  the  entire  curriculum  for  the 
degree  in  residence  must  pass  a  final  examination  in  writing  and  attain 
a  grade  of  75  on  a  scale  of  100  in  each  of  the  courses  not  taken  in  this 
College. 

6.  No  candidate  will  be  recommended  for  a  degree  who  is  in  arrears 
more  than  two  minor  courses  at  the  close  of  the  quarter  next  preceding 
that  in  which  he  expects  to  graduate. 

7.  Every  candidate  for  a  degree  must  submit  a  satisfactory  thesis 
of  not  less  than  3,000  words  on  a  subject  to  be  approved  or  assigned  by 
the  Dean.  The  thesis  must  be  typewritten  and  in  hand  at  least  three 
months  before  graduation. 

8.  All  fees  must  be  paid  at  least  six  weeks  before  graduation. 

INTERDEPARTMENTAL  RELATIONS. 

Students  in  the  College  of  Arts,  Philosophy  and  Sciences  of  DePaul 
University  may  elect  courses  in  the  College  of  Commerce  amounting  to 
one  full  year's  credit  towards  a  degree  in  arts,  philosophy  or  sciences. 
This  arrangement  enables  a  student  to  obtain  both  the  academic  and  the 
B.  C.  S.  degree  in  six  years. 

Students  enrolled  in  the  College  of  Commerce  may  take  certain 
courses  of  the  College  of  Arts,  Philosophy  and  Sciences  or  of  the  College 
of  Law  and  receive  credit  towards  the  B.  C.  S.  degree  for  such  courses. 

SELF-HELP  FOR  STUDENTS. 

A  considerable  number  of  students  manage  in  various  ways  to  earn 
a  portion  or  all  of  their  expenses  while  in  the  University.  The  arrange- 
ment of  the  work  in  the  evening  hours  only  makes  it  possible  for  them 
to  do  this  without  conflicting  with  class-room  work.  The  needs  of  a 
large  city  afford  many  opportunities  for  self-help.  A  student  employment 
bureau  makes  systematic  efforts  to  obtain  positions  for  students  desiring 
work. 
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All  inquiries  regarding  self-help  for  students  should  be  addressed 
to  the  Dean,  705  Tower  Building,  Chicago. 

PRIVILEGES. 

Students  in  the  College  of  Commerce  are  entitled  to  all  the  privileges 
of  the  University. 

There  is  no  additional  charge  (except  a  locker  fee)  for  the  use  of  the 
Gymnasium  or  the  Athletic  Field. 

Students  of  the  College  of  Commerce  may  become  members  of  the 
Lyceum  Association  upon  the  same  terms  as  other  students. 

STUDENTS'  CLUBS. 

A  number  of  clubs  and  organizations  formed  by  the  students  of  the 
University  are  in  a  flourishing  condition  and  continue  throughout  the 
year.  The  principal  societies  are  the  De  Paul  Literary  and  Debating 
Society;  the  Webster  Debating  Society;  the  Lincoln  Debating  Society; 
the  Oratorical  Association;  the  Commercial  Club,  and  the  various  class 
organizations. 
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EXECUTIVES  TO  ORDER 


How  Colleges  Are  Turning   Out 
Experts  in  Business 


A  soldier  of  twenty  years'  ex- 
perience is  put  under  an  officer 
with  four  years'  training — and  no 
one  wonders. 

The  same  principle  is  being  ap- 
plied to  business.  Hence  events 
like  the  following  are  becoming 
more  and  more  frequent: 

A  retired  business  man,  long 
out  of  touch  with  Chicago  affairs, 
found  need  for  the  services  of  a 
real  estate  agent.  His  lawyer 
recommended  a  man  whom  he 
had  never  heard  of  before  with 
the  caution: 

"Don't  worry  because  he's 
young.  In  the  last  year  he  has 
put  through  some  of  the  cleverest 
deals   Chicago  has  ever  seen." 

But  this  warning  did  not  prove 
quite     the     shock-absorber     the 


lawyer  anticipated.  For  the  older 
man,  conceding  as  he  thought 
liberally  to  the  customs  of  a 
newer  age,  expected  a  man  of 
about  thirty-five.  Instead  he 
found  a  keen,  eager  young  fellow, 
with  a  pleasantly  aggressive  chin 
— about  the  age  of  the  usual  as- 
sistant to  the  secretary  to  the 
third  vice-president. 

His  surprise  was  quickly  sensed 
by  his  visitor.  Doubtless  he  was 
used  to  it.  "Yes,"  he  smilingly 
explained,  "I'm  a  real  estate 
agent,  but  I'll  admit  I  don't  look 
it.  And  I'll  admit,  too,  that  I 
never  had  any  actual  business  ex- 
perience till  I  left  college  two 
years  ago.  But  before  that  I'd 
been  drilled  in  every  important 
detail  of  the  real  estate  business 
— and  not  by  'theorists'  either. 
Our  teachers  were  men  who  had 
studied  conditions  in  the  raw. 
Our  text  books  were  made  from 
the  experiences  of  successful 
men.  And  we  heard  lectures  on 
every  phase  of  the  real  estate 
business  by  experts  in  each  line. 
They  taught  us  all  they  knew 
about  every  thing  —  renting,  city 
real  estate,  farms,  subdivisions, 
business  law,  etc.  Why,  since  I've 
been  at  work  I've  met  men  who 
have  specialized  in  some  line  for 
years  and  yet  don't  know  as  much 
about  their  individual  work  as 
many  of  my  age  and  training.  I 
made  such  a  success  with  my 
first  job  that  I  decided  I  wanted 
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the  money  that  I  was  earning 
for  my  boss.  And  since  I've  had 
my  own  business  I've  astonished 
even  myself — and  that's  saying  a 
lot  for  an  ambitious  young  chap. 
Of  course,  I  couldn't  have  done  it 
if  I  hadn't  been  fitted  out  as 
scientifically  as  a  German  sol- 
dier." 

A  few  years  ago  the  only  way 
for  a  young  man  to  become  a 
business  man  was  to  begin  at  the 
bottom  and  work  up.  There  were 
practically  no  rules  to  aid  the 
climber.  He  was  compelled  to 
depend  upon  his  individual  judg- 
ment. The  policy  was  "either 
teach  yourself  to  swim  or  sink." 

While  this  system  worked  ad- 
mirably for  the  confident,  push- 
ing type  of  man,  the  less  bold, 
who  often  had  the  greatest  dor- 
mant capabilities,  were  com- 
pletely submerged.  Then,  too, 
the  beginner  was  apt  to  absorb 
his  superior's  faults  as  well  as 
his  virtues.  Under  this  inefficient 
method  a  man's  greatest  efforts 
were  spent  in  preparing  for  his 
life's  work  instead  of  doing  it. 

Then  colleges  began  to  experi- 
ment with  the  plan  of  combining 
the  teaching  of  modern  business 
methods  with  the  more  altruistic 
things  of  their  usual  courses.  At 
first  it  was  extremely  doubtful 
whether  practical  business 
courses  could  be  made  to  give  as 
much  mental  training  as  mathe- 
matics and  classical  languages. 
But  so  splendidly  did  the  students 
respond  that  this  doubt  was  soon 
forgotten.  The  business  courses 
represented  to  them  what  a  doll 
does  to  a  girl  or  a  train  of  cars 
to  a  boy — a  part  of  the  fascinat- 
ing adult  world. 

Now  there  exist  several  com- 
merce   schools   with   the   avowed 


purpose  of  training  high-salaried 
executives.  In  the  last  few  years 
several  students  from  these 
schools  have  entered  business  at 
three,  four  and  five  thousand 
dollars  a  year  salary,  while  scores 
of  others  are  earning  that  much 
or  more  after  only  two  or  three 
years  of  actual  experience.  To- 
day the  future  business  man  can 
secure  training  in  practically 
every  business  occupation,  from 
the  old  one  of  accounting  to  the 
new  one  of  advertising. 

The  big  advantage  of  these 
trained  men  over  the  old  "work- 
ers-up"  is  that  in  business  the 
recruit  is  trained  to  do  one  kind 
of  work  and  then  left  at  that  task 
(otherwise  his  employers  would 
not  benefit  by  his  services),  while 
the  student  learns  a  new  kind  of 
work  just  as  soon  as  he  has  mas- 
tered the  old.  When  he  leaves 
college  he  has  all  his  colors  to- 
gether. His  whole  skill  can  be 
applied  to  mixing  them.  If  he  is 
not  naturally  self  -  assertive  he 
soon  gains  confidence  when  he 
finds  how  vastly  superior  his 
preparation  has  been  to  that  of 
the  usual  worker.  And  the  re- 
search habits  of  his  college  days 
enable  him  to  keep  that  superi- 
ority. For  he  has  learned  how 
to  turn  to  his  advantage  the  ex- 
periences of  others,  how  to  keep 
in  touch  with  the  work  of  his 
confreres  through  magazines, 
books  and  lectures. 

Thus  the  colleges  of  today  are 
giving  that  wonderful  enthusiasm 
of  youth — which  by  its  very 
buoyancy  overcomes  all  obstacles 
— a  chance  to  function  in  modern 
business. 


Reprinted  from  the  Chicago  Daily 
News. 
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UNIVERSITY  BULLETINS. 


Circulars  of  information  are  published  eight  times  a  year 
as  University  Bulletins,  as  follows. 

No.  1.— Announcements  of  the  College  of  Law  in  May. 

No.  2. — Announcements  of  the  College  of  Commerce  in 
June. 

No.  3. — Announcements  of  the  College  of  Education  in  July. 

No.  4. — Announcements  of  the  Alumni  Organization  in  De- 
cember. 

No.  5. — Announcements  of  the  Summer  School  in  January. 

No.  6. — Announcements  of  the  Academy  in  February. 

No.  7. — Announcements  of  the  College  of  Arts,  Philosophy, 
and  Science  in  March. 

No.  8. — Announcements  of  the  College  of  Engineering  in 
April. 

Any  of  these  bulletins  will  be  sent  free  upon  request.  Ad- 
dress Registrar,  705  Tower  Building,  6  N.  Michigan  avenue, 
Chicago,  111. 


